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Advertising 

“Creating a Merged Institution’s First 
Advertising Campaign,” Totaro, David. 
(February, p. 31) 


“Getting More From Your Business 
to Business Direct Marketing,” Welsh, 
John. (February, p. 37) 


“Testimonial Ads Win Loyalty and 
Attract Customers,” Reinartz, Ronald 
D. (March, p. 25) 


CAMPAIGN 


“Putting the Campaign in 
Marketing,” Maio, Patrick J. 
(November, p. 18) 


BMA Features 
“1996 Hall of Fame,” Sheridan, 
Kevin. (September, p. 38) 


“Board of Directors,” Sheridan, 
Kevin. (September, p. 64) 


“Bottom-Line Marketing,” Lian, 
Tanja. (November, p. 45) 


Call Centers /Telemarketing 

“Moving From Basic Call Centers 
to World Class Call Centers, Part I,” 
Dunscombe, Vicki, et al. (February, 
p. 19) 


“It Takes the Right Staff to Make 
Call Centers Successful, Part II,” 
Dunscombe, Vicki, et al. (May, p. 35) 


“Develop a Win-Win-Win Culture 
in Your Call Center,” Linchitz, Joel. 
QJuly, p. 25) 


Career Skills 

“Combining Style and Substance to 
Achieve Success, Part I,” Klaus, 
Peggy. (April, p. 26) 
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FEATURE 


“Applying Style and Substance to 
Your Presentations, Part II,” Klaus, 
Peggy. (May, p. 31) 


“Basic Negotiating Skills for 
Bankers,” Pavlakis, Demetrios G. 
(June, p. 20) 


“How to Write an Effective Sales 
Letter, Part I,” Wachtel, George. 
Quly, p. 109) 


“How to Write an Effective Sales 
Letter, Part II,” Wachtel, George. 
(August, p. 17) 


Commercial Banking 

“Sowing the Seeds of Success in 
the Small Business Market,” Holliday, 
Karen Kahler. (January, p. 11) 


Customer Retention / Acquisition 

“Officer Call Programs: Seven Steps 
to Account Acquisition,” Platts, Doug. 
(January, p. 19) 


“Managing a Merger Without 
Losing Customers,” Morrall, 
Katherine. (March, p. 18) 


“Keeping Close to the Customer,” 
Holliday, Karen Kahler. (June, p. 14) 


“Easing the Transition During a 
Merger or Acquisition,” Reece, 
Richard. (August, p. 38) 


“Give Your Customers Something 
to Rave About,” Blanchard, Ken. 
(September, p. 59) 


“Too Much of a Good Thing?” 
Hotchkiss, D’Anne. (October, p. 22) 


“Come Bearing Gifts . . . ,” Morrall, 
Katherine. (October, p. 37) 


“Making the Grade,” DeNicola, 
Nino. (November, p. 41) 


“Turning Lead Into Gold,” Dorman, 
John and Meheriar Hasan. 
(November, p. 28) 


“Sorting Out Customer Service,” 
Hotchkiss, D’Anne. (December, p. 22) 


=e PUR Sire ed ein nrg Baxi res 


A RTICEE 
Direct Marketing 

“A Little Direct Response Know- 
How Can Improve Your Print 


Campaign Results,” Marchetti, Karen 
J. January, p. 33) 


“Building Direct Response 
Advertising Into Your Marketing 
Arsenal,” Marchetti, Karen J. July, 
p. 30) 


“Back to the Future,” Hallowell, 
Robert, III. (October, p. 31) 


Internet /On-line Banking 

“When, Where and How the 
Customer Wants It,” Says Scott Cook,” 
Lian, Tanja. January, p. 39) 


“Using Information Services to 
Sneak a Peek at the Competition,” 
Boucher, Jim. (March, p. 32) 


“Huntington Adds Another Piece to 
the Delivery Channel Puzzle,” Lian, 
Tanja. (April, p. 36) 


“Apply Your Marketing Talent to 
Promote On-line Banking,” Lian, 
Tanja. (May, p. 25) 


“Before You Advertise on the 
"Net—Check the International 
Marketing Laws,” Rose, Lewis and 
John P. Feldman. (May, p. 40) 


Market Research 

“Market Research Helps Home In 
on High Potential Segments,”Morrall, 
Katherine. (June, p. 36) 


MCIFs /Database Marketing 

“MCIF Training for Users and 
CEOs Improves Marketing,” Hansen, 
Scott A., and Marie Hearn. (February, 
p. 13) 


“Merging Databases After a 
Merger,” Hansen, Melissa. (April, 
p. 3D 
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Product Development 
“Measuring New Products’ Worth,” 
Morrall, Katherine. (April, p. 42) 


“Don’t Copy the Competition— 
Lead with New Products,” Brooks, 
Robert, Ph.D., and Darin White, Ph.D. 
(May, p. 13) 


“Present Indicative,” Simon, Sue 
A., and Kenneth J. Paterson. 
(October, p. 43) 


“Insurance With Little Assurance,” 
Maio, Patrick J. (December, p. 49) 


Public Relations /Corporate Communications 

“Barnett’s Workshops Teach Home 
Ownership,” Blexrud, Susan J. 
(March, p.13) 


Retail Banking 

“Tailoring Retailing to Fit Banking: 
What Works and What Doesn't,” 
Wayne, Beverly K., and Curtis B. 
Wayne. (February, p. 43) 


“Getting Customers to Use Cards 
Instead of Cash,” Hotchkiss, D’Anne. 
(April, p. 26) 


“Marketing Loans That Make 
Consumers’ Dreams Come True,” 
Morrall, Katherine. (April, p. 18) 


“The Changing Face of Retail 
Banking,” Finch, J. Howard, Ph.D., 
and Marilyn M. Helms, D.B.A., 
CFPIM. (June, p. 49) 


“Halfhearted “Full Service?” 
Hotchkiss, D’Anne. (November, 
p. 33) 


Sales 

“Growing Your NDIP Sales Takes 
Marketing Savvy,” Morvis, George M., 
Sr. (March, p. 43) 


“Selling in a Non-Sales Environment,” 
Chitwood, Roy E. (July, p. 41) 


“Motivating Sales Staff With 
Rewards,” Morrall, Katherine. July, 
p. 32) 
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“Appreciation Schedule,” Nelson, 
Bob. (November, p. 13) 


“Carrot Programs,” Letourneau, 
Tom. (December, p. 28) 


Segmentation 

“Boomers Turn 50: A Golden 
Opportunity for Banks,” Morrall, 
Katherine. (February, p. 24) 


“Appealing to the African-American 
Market,” Morrall, Katherine. (May, 
p. 18) 


“Weaving Cultural Sensitivity Into 
Marketing,” Hotchkiss, D’Anne. (June, 
p. 26) 


“Connecting With the Hispanic 
Market,” Morrall, Katherine. (June, 
p. 43) 


“An Overlooked Market: People 
With Disabilities,” Hotchkiss, D’Anne. 
Quly, p. 24) 


“The Same, but Different. Ten 
Marketing Traps in Targeting the High- 
Net-Worth Segment,” Klores, Walter, 
and Jerry Garber. (October, p. 15) 


Site Selection 

“Stand and Deliver: Branch Site 
Selection and Alternative Delivery,” 
Morrall, Katherine. (September, 
p. 17) 


“Super Marketing?” Rodman, Brad. 
(December, p. 14) 


Strategic Planning 

“Marketing Must Be an Integral Part 
of Everything the Bank Does,” Lian, 
Tanja. (March, p. 37) 


“The Six Spokes of the Marketing 
Wheel,” Letourneau, Tom. (July, p. 117) 


“Converging Trends Portend 
Dynamic Changes on the Banking 
Horizon,” Meister, Charles K. (July, 
p. 15) 


us 
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“Piecing Together a Strategic Plan,” 
Morrall, Katherine. (September, p. 26) 


“The Forest by Way of The Trees,” 
Chiozzi, Richard E., CFF. (December, 
p. 57) 


Technology 

“Electronic Tax Filing Attracts 
Corporate Customers,” Morrall, 
Katherine. (January, p. 43) 


“Imaging: Saving Your Customers 
From a Shower of Checks,” Morrall, 
Katherine. (January, p. 24) 


“Selling People on Borrowing From 
Machines: Marketing Automated Loan 
Machines,” Maio, Patrick J. 
(September, p. 53) 


Training 

“Bringing Training In-House 
Without the In-House Costs,” Morrall, 
Katherine. (August, p. 43) 


Trust Marketing 

“Turning the Tables on Trust: From 
Complacent to Competitive,” Lian, 
Tanja. (August, p. 48) 


Resources: 

January: — Nome Change /Acquisitions 
February: Target Marketing 

March: Customer Profiling 

Apri: Sales Promotion 

Moy: Decision Support 

June: Relationship Management 
July: Value-Added Packages plus Annual Buyer's Guide 
August: Premium/Incentive Services 
September: Mutual Funds 

October: —_ Intemet Services 


November: Branch Design 
December: Insurance Products and Services 
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